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Reverse Industry Day Planning Guide

Purpose of Reverse Industry Day: This learning event is designed to increase transparency, hear
industry's perspective and experience in working with the IRS (and government as a whole), and
understand how levels of industry engagement affect prices, innovation, and competition. The event will
provide IRS's acquisition workforce an opportunity to learn about the issues that are most important to
industry when doing business with the IRS.

12 to 16 Weeks Before Event

1.

Identify and book a large auditorium or conference space for event so a date is secured
(preferably a government facility or other free/low-cost venue if possible).
Brainstorm internally with procurement management about agenda/presentation topics that
would be most valuable and relevant to government attendees.
Contact industry association representatives; schedule a preliminary planning meeting to discuss
and co-create agenda, format, and presentation topics for event, explain industry panelist
nomination/selection process, etc.
a. Examples of Industry Associations (This is not an exhaustive list):
i. Armed Forces Communications & Electronics Association (AFCEA)
ii. American Council for Technology-Industry Advisory Council (ACT-IAC)

iii. Advanced Technology Academic Research Center (ATARC)

iv. Coalition for Government Procurement (CGP)

v. Government Technology & Services Coalition (GTSC)

vi. Homeland Security & Defense Business Council (HSDBC)

vii. National Contract Management Association (NCMA)

viii. Professional Services Council (PSC)

ix. Washington Homeland Security Roundtable (WHSR)
Finalize event agenda.
Email final event agenda and industry panelist nomination request/instructions to industry
associations. Provide two-week response deadline for industry panelist nomination
submissions.
Email/publicize an event Save-the-Date to IRS acquisition staff.

8 to 12 Weeks Before Event

1.
2.

Review industry panelist nominations.

Select industry panelists. (Try to get a diverse group of panelists that represent each industry
association and different sized companies, industries, products, services, etc. Direct acquisition
experience with IRS is preferred but not required.)

Notify industry associations of panelist selections. Thank all nominees that were not selected
for their time and consideration.



Schedule orientation call with selected industry panelists and respective industry association
representatives.

Schedule weekly panelist check-in calls through the event date to guide industry panelists as
they develop their presentation session content, answer questions, brainstorm ideas, etc.
Identify registration tool (e.g., internal learning/registration tool or external tool such as
Eventbrite, CVent, etc.) and establish registration webpage with registration instructions, event
details, facility/security instructions for the event, etc.

Work with acquisition workforce/training staff to establish course for the event so attendees
can earn Continuous Learning Points (CLPs) through their registration and attendance.
Email/publicize the event with registration instructions, directions and parking info, etc.
Request and confirm agency executives that can provide keynote remarks at event (e.g., the IRS
Commissioner, IRS Chief Procurement Officer, etc.).

10. Confirm a Master of Ceremonies (MC) or facilitator for the event.

4 Weeks Before Event

1.
2.
3.

Continue weekly panelist check-in calls.

Continue publicizing the event with registration instructions, directions and parking info, etc.
Recruit internal registration check-in staff, visitor escorts, notetakers, photographer, and other
volunteers to support logistics before and during event.

Invite additional government agency employees to attend if permissible.

Invite media representatives to attend if appropriate and helpful for promoting industry
engagement and continuous learning.

Post announcement on Contract Opportunities webpage for external industry/government
awareness of your agency’s learning event and industry engagement efforts. (Be clear that this
posting is for informational purposes only and the event is only for your agency’s employees if
external registration is not available.)

Invite special industry guests or other government VIPs that may like to attend.

2 Weeks Before Event

1.
2.
3.

Continue weekly panelist check-in calls; schedule additional check-in meetings if need be.
Continue publicizing the event with registration instructions, etc.

Meet with conference space staff; confirm stage setup, audiovisual equipment, emergency
procedures, etc. for event.

Meet with the facility’s security staff to ensure procedures are understood and everything is
ready for event day.

Develop post-event survey questions for attendees.

1 Week Before Event

1.

vk wnN

Schedule a dry run with panelists.

Obtain panelist presentation slides/documents (if any will be used during event).

Close attendee registration. Compile final attendee list for registration check-in staff, etc.
Ensure all logistics, volunteers, and agency executive speakers are prepared for event.
Check in with conference space staff to confirm everything.



1 Day Before Event
1. Schedule an additional dry run with panelists if helpful.
2. Prepare conference space for event. Hang marketing/directional signs, reserve front row seats
for industry panelists and keynote speakers, organize registration check-in tables, stage setup
and audiovisual equipment, a VIP/speaker breakroom, etc.

Day of Event
1. Have water or snacks in VIP/speaker breakroom if possible.
2. Ensure MC, keynote speakers, and industry panelists are checked in and escorted to VIP/speaker
room and front row seats before/during event.
3. Ensure all speakers, volunteers, and attendees are welcomed and thanked for their
participation.
4. Have notetakers record thorough notes during each panel session and keynote remark session
for summary notes document that will be distributed after event.
5. Take photos during each panel session and keynote remark session.
Have fun, learn, and build partnerships!
7. Clean conference space after event.

o

1 Day After Event
1. Distribute post-event survey to all attendees with a 7-day deadline.
2. Have notetakers finalize their notes; compile into one succinct summary notes document.
3. Send email thank you to all industry panelists, industry association representatives, keynote
speakers, and volunteers that supported event.
4. Coordinate post-event media interviews with agency public affairs team if appropriate.

1 Week After Event
1. Close post-event survey; collect and analyze results, formulate into a report.
2. Draft article (with photos) for internal employee newsletter, agency intranet site, etc.
3. Distribute summary notes document internally and externally as an update to FBO
announcement. Consider also reposting via LinkedIn and other mediums.

2 Weeks After Event
1. Share post-event survey results with internal team. Identify lessons learned and areas for
improvement for future events.
2. Share post-event survey results with industry panelists and industry associations
representatives. Schedule a meeting to discuss panelist feedback, lessons learned, areas for
improvement for future events, etc.



YIRS
March 28, 2018

The purpose of this special notice is to announce that the Internal Revenue Service will host its second
Reverse Industry Day training event for IRS employees on Wednesday, April 4, 2018 in Lanham, MD.

Please note that this is not a traditional industry engagement event where the audience will be
comprised primarily of industry attendees. The audience for this Reverse Industry Day will be made up
primarily of government attendees, and registration will not be available for industry attendees. The
intent of this Federal Business Opportunities notice is to inform the public of internal activities the IRS
Office of the Chief Procurement Officer is implementing to foster greater collaboration with our industry
partners and improve how IRS does business.

This learning event is designed to increase transparency, hear industry’s perspective and experience in
working with the IRS (and government as a whole), and understand how levels of industry engagement
affect prices, innovation, and competition. The event will provide IRS’s acquisition workforce an
opportunity to learn about the issues that are most important to industry when doing business with the
IRS.

Please continue to monitor Federal Business Opportunities for announcements of upcoming IRS industry
engagements in Fiscal Year 2018. The IRS appreciates your interest in our mission and will continue to
solicit industry input in different mediums. We look forward to seeing you at future industry
engagements.
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Reverse Industry Day
Wednesday, April 19, 2017
New Carrollton Federal Building — Auditorium
5000 Ellin Road, Lanham, MD 20706
Agenda

7:15am —8:00am Registration Check-in

8:00am —8:10am Overview and Format of Event
Shanna Webbers, Chief Procurement Officer, IRS
Harrison Smith, Deputy Chief Procurement Officer, IRS

8:10am —9:20am Panel 1: How Industry Views the Acquisition Timeline
Andy Beamon, Maximus Federal Services
Jim Gaul, Accenture Federal Services (Moderator)
Kay Ramesh, Cybermedia Technologies, Inc.
Paul Tartaglione, Booz Allen Hamilton

9:20am —9:30am Keynote Remarks
John Koskinen, Commissioner, IRS

9:30am —9:40am Break

9:40am —10:50am Panel 2: How Industry Decides Whether or Not to Bid on an Opportunity
Ivette Grainer-Smith, General Dynamics Information Technology
Sukumar lyer, Brillient Corporation
Sarah Mattingly, ESCGov
Kimberly Pack, Wolf Den Associates (Moderator)

10:50am — 11:00am Break

11:00am —12:10pm Panel 3: How Industry Interprets Solicitation Requirements
Suzanne Liscouski, NCI Inc.
Karen Morrison, Acuity
Mike Pullen, CGI Federal (Moderator)
LaJuanna Russell, Business Management Associates, Inc.

12:10pm—12:15pm  Event Recap and Closing Remarks
Iris Cooper, Senior Procurement Executive, U.S. Department of the Treasury
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Reverse Industry Day
Wednesday, April 19, 2017
Panel Session Descriptions

How Industry Views the Acquisition Timeline (First Panel)

This panel will focus on the overarching industry activities and decision points that occur during the
government’s acquisition timeline. This discussion should include a visual depiction of both government
activities (e.g., defining the need, identifying alternatives and resource requirements, identifying
supporting projects and contracts, planning to obtain, obtaining solution, implementing solution, etc.)
and industry activities (e.g., market positioning, opportunity assessment, capture strategy development,
solution development, proposal development, post-submittal, execution, etc.) that occur during the
acquisition timeline to illustrate what industry goes through during various stages of an acquisition. The
primary question to be addressed in the panel is, ‘What would industry want the IRS to know about its
timelines when pursuing an acquisition?’

How Industry Decides Whether or Not to Bid on an Opportunity (Second Panel)

This panel will focus on the specific processes and timelines which influence a company’s decision
whether or not to bid on an opportunity. Panelists should discuss actual scenarios to demonstrate the
factors that influence their business decisions (e.g., costs, risks, size of the requirement, etc.) and how
certain aspects impact their ultimate choice to bid or not bid (e.g., how communicative the agency is,
whether the opportunity is a recompete or brand new requirement, familiarity with the agency,
company size, prime contract vs. subcontract opportunity, etc.). The primary question to be addressed
in this panel is, “‘What would industry want the IRS to know about what influences a company’s decision
to bid or not bid on an opportunity?’

How Industry Interprets Solicitation Requirements (Third Panel)

This panel will focus on how industry analyzes and interprets the various requirements of a solicitation.
Panelists should concentrate on the critical elements of a solicitation (e.g., clarity of deliverable
information, key personnel, security clearances, evaluation criteria, opportunity for questions and
answers, etc.), and how industry reacts to these elements, including the nature of the proposed
solution, pricing, etc. The primary question to be addressed in this panel is, “What would industry want
the IRS to know about how it responds to and interprets solicitation requirements’?
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Synopsis of Internal Revenue Service Office of Procurement
Reverse Industry Day
Wednesday, April 19, 2017
New Carrollton Federal Building — Auditorium
5000 Ellin Road, Lanham, MD 20706

Opening Remarks and Overview of Event

Speakers: Shanna Webbers, Chief Procurement Officer, Internal Revenue Service; Harrison
Smith, Deputy Chief Procurement Officer, Internal Revenue Service

Internal Revenue Service (IRS) Chief Procurement Officer (CPO) Shanna Webbers provided
opening remarks focusing on the importance of the IRS and government as a whole to
understand our industry partners (e.g., contractors, associations, etc.) and customers (e.g.,
taxpayers, IRS program offices, etc.), and how to best support those individuals. Events like
Reverse Industry Day (RID) will allow the government to understand what our industry partners
need in order to provide us with the necessary products and services to successfully accomplish
our mission. Webbers emphasized the three priorities within IRS Procurement: (i) look
externally to increase discipline on the requirements development process so packages are
complete and received timely; our ability to be successful depends on clear requirements so that
our industry partners can comprehend what we need, (ii) look internally at accountability,
productivity, and timeliness of the contracting process, and (iii) establish a common operating
picture for transparency.

Deputy Chief Procurement Officer Harrison Smith reinforced RID goals and that understanding
our industry partners’ perspective of the acquisition process helps the IRS make the market more
efficient. With increased market efficiency, the IRS will receive more competition, innovation,
and better prices. This will ultimately benefit the IRS’s main goals of supporting taxpayers.
Smith closed by thanking the many industry representatives that helped with the planning and
implementation of the RID.

Panel 1: How Industry Views the Acquisition Timeline

Speakers: Jim Gaul, Accenture Federal Services (Moderator); Andy Beamon, Maximus Federal
Services; Kay Ramesh, Cybermedia Technologies, Inc.; and Paul Tartaglione, Booz Allen
Hamilton

The acquisition timeline and the ‘Shipley Process’ were discussed in detail. Specifically,
industry aligns the government’s acquisition timeline with the six phases of the Shipley Process
to determine what opportunities to pursue (see attached slides for details on each phase: Market
Segmentation, Long-term Positioning, Opportunity Assessment, Capture Planning, Proposal
Planning, and Proposal Development/Submission). Industry also creates a strategy based on



capabilities, vision, and what value they can bring to a specific requirement or agency. As a
result, industry-government engagement is critical so that industry can clearly understand what
the government needs and government can recognize what industry has to offer. Industry needs
to have open, meaningful dialogue early in the acquisition process to fully help the government
receive better and defined solutions in terms of what’s available in the market. If companies
cannot have proactive conversations with government buyers about the nature of their
challenges, then the firm’s leadership will not allow the company to bid. Waiting until the
solicitation is issued to have dialogue is much too late, especially when there is an incumbent
contractor.

The newer and more technically complex that a requirement is, the more amount of time is
needed for industry to respond. If there is a requirement that’s never been done in the
government before, a Request for Information (RFI) should be provided to industry prior to the
release of the solicitation. Industry often feels that government agencies underestimate how long
it takes companies to respond to questions in an RFI, Request for Proposal (RFP), etc.
Additionally, short response deadlines send a direct signal to industry. For example, ifa
solicitation is released on a Friday with a short turnaround time and there is an incumbent
contractor, then industry may view this as something that will likely be awarded to the
incumbent. Thus, this perception will influence industry’s decision about whether or not to
respond to the proposal despite all of the capture and planning work that may have already been
completed. Moreover, draft RFPs can also lead to better procurement outcomes. Consider an
example: an upcoming contract is envisioned by a government agency to be best structured as a
time-and-materials contract. However, in reading the requirements in the draft RFP, some
companies perceive that they could actually best perform the work under a fixed-price contract,
and so state in their comments on the draft RFP. Thus, hearing this insight from industry before
issuing the final RFP is extremely beneficial for the government.

When the market is flooded with solicitations at the end of the fiscal year, industry must make
tough decisions to determine which opportunities to pursue. It usually comes down to the
company’s core competencies and long-term strategy. Companies will likely be properly
positioned for a requirement that they know is being released, but if it’s the end of the fiscal year
and it’s a new or unknown requirement, then it’s unlikely that that the firm will submit a
proposal. Furthermore, industry will also look at the probability of receiving an award. For
instance, if there are 10 potential opportunities in the marketplace, industry will rank
opportunities and use systematic trade-off analyses so that resources are properly allocated.

Industry also incurs progressively higher costs as they progress through each phase of the
Shipley Process to prepare and ultimately submit proposals. Depending on the size of the
company and the size and complexity of the requirement, the total cost to prepare and submit a
proposal can range from under $20,000 to over $1 million. Ata large company, there can be 50-
60 people working on a single proposal, and the cost associated with allocating those kinds of
resources can be extremely high. From a small business viewpoint, a specific, calculated amount
of money is set aside each year for proposals, so they must be extremely selective in what they
bid on. When small businesses do bid, some proposals require an “all-hands-on-deck” approach.
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Keynote Remarks

Speaker: John Koskinen, Commissioner, Internal Revenue Service

Keynote speaker IRS Commissioner John Koskinen remarked RID is part of an overall IRS
strategy to reach out to industry on a more regular basis. He cited last year’s successful 50
percent decrease in identity theft was due in large part to cooperation with industry. Koskinen
emphasized how important it is for both sides (i.e., government and industry) to understand
where the other is coming from, and highlighted that RID is a unique opportunity to turn the
tables to look at industry’s challenges. Koskinen closed by stressing that RID is an important
learning opportunity and thanking IRS procurement staff and industry representatives for
planning the RID and recognizing the value of training.

Panel 2: How Industry Decides Whether or Not to Bid on an Opportunity

Speakers: Kimberly Pack, Wolf Den Associates (Moderator); lvette Grainer-Smith (General
Dynamics); Sukumar lyer (Brillient Corporation); and Sarah Mattingly (ESCGov)

The Bid/No Bid process was discussed in detail and compared to a funnel. Asan opportunity
makes its way through the Capture/Proposal lifecycle, the Bid/No Bid process acts as a sieve that
filters against “bad fit” opportunities at each review gate. Early decisions take into consideration
those factors that are evident across the competitive landscape, such as type of work and
customer. As the opportunity matures, the process filters out those opportunities that cannot
continue to meet the thresholds for “good fit”, such as size, competition, and timing.

The small business Bid/No Bid process of finding fit is: Step 1, the RFP is identified and
reviewed by the sales team; Step 2, evaluate if a partnering opportunity exists; Step 3, review
responses provided; and Step 4, formulate the responses with the review team to arrive at a
Bid/No Bid decision. The mid-size business Bid/No Bid process includes: Step 1, Explore (e.g.,
100 solicitations); Step 2, Qualify (e.g., 10 solicitations); Step 3, Capture (e.g., three
solicitations); and Step 4, Proposal (e.g., one solicitation is targeted for proposal preparation and
submission). Many mid-size firms use computer software with a 0-5 scored set of weighted
questions that qualify their company for a solicitation. No bid decisions are made for those
solicitations with less than a 50 percent score. The large business Bid/No Bid process utilizes a
similar standard process with the key difference being the quantity of reviews.

Key factors that are considered when determining Bid/No Bid decisions include knowledge of
the agency, ability to gather information to meet qualifications, and internal budget proposal
constraints. One red flag in determining not to bid is if the RFP is hyper-specific, which is often
perceived by industry as being tailored for an incumbent contractor or specific company.
Another warning indicator is if the proposal has a short turnaround time, which provides for a
higher probability of project failure. Other factors include clarity, timeline milestones, and
progress payments, as noted in the solicitation. Specifically, one of the most important factors is
the ability to meet with the government customer. This is one of the first factors companies use
when making Bid/No Bid decisions.
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Suggestions were offered to improve proposal responses such as a “to-and-fro” dialogue with
vendors on upcoming requirements, super-specification of evaluation criteria, and the use of
other contract types or pricing models such as the Consumption Model (particularly for IT
acquisition needs because the consumption model can remove refresh challenges or
hardware/software obsolescence issues). Another suggestion was for agencies to consider tighter
proposal page limits to encourage clarity and reduce costs for industry. The panelists noted that,
depending on the size of the requirement or company proposing, each proposal page can cost
from $1,200 - $2,000 per page.

Panel 3: How Industry Interprets Solicitation Requirements

Speakers: Mike Pullen, CGI Federal (Moderator); Suzanne Liscouski, NCI Inc.; Karen
Morrison, Acuity; and LaJuanna Russell, Business Management Associates, Inc.

In analyzing how industry interprets solicitation requirements, a pointed focus is consistency in
the requirement description and to evaluate if the customer explicitly knows what they need.
Next steps include evaluating if the period of performance is worthwhile for the company, the
revenue generation and cost savings over time, alignment of industry and government timelines,
and if the selected procurement approach (e.g., contract vehicle chosen) was what was expected.
When analyzing the technical requirements in a solicitation, companies must consider what
staffing types and levels they need, and if there is ample time to recruit, secure, or clear the right
type of personnel to fulfill the contract deliverables. If industry sees a key personnel requirement
with overly strict criteria, then they wonder if the solicitation is being steered towards an
incumbent contractor or particular firm. Hence, looser key personnel clauses allow industry to
better approach key personnel staffing by reducing risk and cutting business costs—which
ultimately saves the government money as well.

In managing investment and risk, industry will determine if they have enough information to
solve the problem (i.e., if the requirement has gaps or is too vague) or if the Statement of
Objectives is too specific and restrictive (i.e., if the requirement prohibits creativity or
innovation), which may result in industry determining not to bid. The best contract type is the
appropriate contract type for the work to be performed, and determining this entails conducting a
formal assessment of risk. Additionally, Lowest Price Technically Acceptable (LPTA)
approaches for services are typically viewed negatively by industry. LPTA requirements for
services often signal to industry that the government either wants to keep the incumbent or is not
willing to allow industry to offer creative solutions that may bring more value for all parties.
Furthermore, LPTA for services can force companies to dive low to competitively bid, which can
result in low morale for the company and low-quality solutions for the government. In addition,
numerous past performance requirements (e.g., more than three) are often difficult to obtain
quickly, particularly for small businesses. A suggestion is for solicitations to allow offerors to
submit blended past performance (i.e., a combination of the offeror’s past performance and their
subcontractor’s past performance).
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Although the Federal Acquisition Regulation (FAR) limits communication after a proposal is
submitted, the FAR encourages appropriate industry-government dialogue throughout the
acquisition process. When assessing solicitation criteria, industry must determine if there is
ample opportunity for questions and answers, and sufficient time for quality proposal
development and submission. Accordingly, more proactive, open, and frequent communication
and collaboration with government enables industry to propose better solutions, which ultimately
results in better support for government missions and American taxpayers.

Closing Remarks

Speaker: Iris Cooper, Senior Procurement Executive, Department of the Treasury

After the conclusion of the three panels, Treasury Department Senior Procurement Executive Iris
Cooper provided closing remarks and an event recap. She noted that the majority of Treasury
Department and bureau contracts should not strictly define key personnel or other
requirements—the focus should not be on specific qualifications, but rather on fulfilling the
mission effectively. Despite an increasingly tight budget environment that will not change in the
foreseeable future, it is still important to embrace regulations and the guiding principles of
federal acquisition. Government and its industry partners must work together to find creative
ways that reduce costs and still fulfill the mission. Cooper closed by thanking the IRS
procurement staff and industry representatives that executed the RID, and reinforcing her support
for hosting similar future events and building stronger partnerships with industry.
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8:15am —9:00am

9:00am —9:10am

9:10am —9:20am

9:20am —10:30am

10:30am — 10:50am

10:50am — 12:00pm

12:00pm —1:00pm

1:.00pm —2:10pm

2:10pm — 2:20pm

2:20pm — 3:30pm

3:30pm —3:45pm

YIRS

Reverse Industry Day Il
Wednesday, April 4, 2018
New Carrollton Federal Building Auditorium
5000 Ellin Road, Lanham, MD 20706
Agenda

Registration Check-in

Welcome and Overview of Event
Shanna Webbers, Chief Procurement Officer, IRS

Keynote Remarks
Jeffrey Tribiano, Deputy Commissioner for Operations Support, IRS

Panel 1: Strengthening Acquisition Planning Through Proactive Industry

Engagement

Andy Bove, Converge Networks Corporation (Moderator)
Norman Briere, Northrop Grumman Corporation

Jim Brown, CSRA Inc.

John Roman, Huntington Ingalls Industries, Inc.

Break

Panel 2: Industry Pricing Models and Factors That Drive Bid Price
Kenneth Folger, Leidos Corporation

Bob Nunnally, Oasys International Corporation

Jacob Sapp, ASRC Federal

Jim Williams, Schambach and Williams Consulting (Moderator)

Lunch and Networking Break

Panel 3: Mock Bid/No-Bid Review (Role-playing Exercise)
Terry Fitzpatrick, Deep Water Point, LLC

Scott Harley, Northrop Grumman Corporation

Bob Lohfeld, Sev1Tech, Inc. (Moderator)

Jay Macmillan, IBM Corporation

Break

Panel 4: What | Wish | Knew When | Was a Federal Employee
David Grant, Potomac Ridge Consulting, LLC

Pamela LaRue, Former Chief Financial Officer, IRS

Harrison Smith, Deputy Chief Procurement Officer, IRS (Moderator)
Nick Nayak, Green Light Acquisition

Event Recap and Closing Remarks
Harrison Smith, Deputy Chief Procurement Officer, IRS
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Reverse Industry Day Il
Wednesday, April 4, 2018
Panel Session Descriptions

Strengthening Acquisition Planning Through Proactive Industry Engagement (First Panel)

This panel will focus on the importance of early and meaningful communication with industry. The discussion
should include industry’s perspective on various market research methods (e.g., RFls, industry days, one-on-one
meetings, roundtable sessions, etc.), how industry itself conducts market research, and the criticality of knowing
government acquisition strategies as soon as possible. The discussion should address how the government’s
willingness and ability to exchange information drives industry decisions during multiple phases of their
acquisition timeline (e.g., market positioning, opportunity assessment, capture strategy development, solution
development, proposal development, post-submittal, execution, etc.). The conversations should include
suggested dos and don’ts for successful communication and visual depictions that illustrate the mutual benefits
of early engagement with industry. The primary question to be addressed in this panel is, “‘What would industry
want the IRS to know about its information needs when pursuing an acquisition?’

Industry Pricing Models and Factors That Drive Bid Price (Second Panel)

This panel will discuss the many factors that impact how industry assesses risk, creates pricing strategies, and
determines final prices for their proposed contract solutions. The discussion should include explanations of the
specific elements (e.g., size/risk of requirement, acquisition timelines, information access, competitive
intelligence, etc.), pricing concepts (capture, Bid & Proposal, staffing/recruiting, security, overhead, etc.), and
processes (e.g., Bid Decision Gate Reviews) involved when companies develop a bid price. The conversation
should also use real-world examples to explain how industry analyzes and responds to various contract types
(e.g., fixed-price, cost-reimbursement, time and materials, etc.) when formulating their own pricing models. The
primary question to be addressed in this panel is, ‘What would industry want the IRS to know about how it
responds to risk and other factors that determine their overall bid price?’

Mock Bid/No-Bid Review (Role Playing Exercise Illustrating How Industry Decides Whether to Bid)

(Third Panel)

This session allows the audience to "be in the room" when companies discuss a potential bid pursuit. Role
Players will talk through the processes, timelines, and questions they confront as they decide whether or not to
bid on an opportunity. Panelists should discuss actual scenarios to demonstrate the factors that influence their
business decisions (e.g., costs, risks, size of the requirement, etc.) and how certain aspects impact their ultimate
choice to bid or not bid (e.g., how communicative the agency is, whether the opportunity is a recompete or
brand new requirement, familiarity with the agency, company size, prime contract vs. subcontract opportunity,
etc.). The primary question to be addressed in this panel is, “‘What would industry want the IRS to know about
what influences a company’s decision to bid or not bid on an opportunity?’
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Synopsis of Internal Revenue Service Office of Procurement
Reverse Industry Day
Wednesday, April 4, 2018

New Carrollton Federal Building — Auditorium
5000 Ellin Road, Lanham, MD 20706

Opening Remarks and Overview of Event

Speakers: Shanna Webbers, Chief Procurement Officer, Internal Revenue Service; Harrison Smith,
Deputy Chief Procurement Officer, Internal Revenue Service;

Internal Revenue Service (IRS) Chief Procurement Officer (CPO) Shanna Webbers provided opening
remarks focusing on the importance of the IRS and government to understand our industry partners (e.g.,
contractors, associations, etc.) and customers (e.g., taxpayers, IRS program offices, etc.), and how to best
support those individuals. Events such as Reverse Industry Day (RID) will allow the government to
understand what resources our industry partners require in order to provide us with the necessary products
and services to successfully accomplish our mission.

Webbers emphasized that the purpose of Reverse Industry Day is for listening and absorbing the needs of
industry partners throughout the whole IRS procurement process.

Deputy Chief Procurement Officer Harrison Smith reinforced RID goals and the importance of helping
industry partners be as efficient as possible, thus procurement staff can be as efficient. This will
ultimately benefit the IRS’s main goals of supporting taxpayers. Smith closed by thanking the many
industry representatives that helped with the planning and implementation of the RID.

Keynote Remarks

Speakers: Jeffrey Tribiano, Deputy Commissioner for Operations Support, Internal Revenue Service.
Keynote speaker, IRS Deputy Commissioner for Operations Support Jeffrey Tribiano quoted
“We cannot solve our problems today with the same type of thinking we used when we created
them.” Highlighting that the IRS is fundamentally changing the way it conducts business and
how events, such as Reverse Industry Day, are a critical part of the “new” business methods of
the IRS. Tribiano emphasized the importance of a discussion between the IRS and other
business partners and further explained that the goal is collaboration and knowledge sharing
which leads to comprehensive proposals.

Panel 1: Strengthening Acquisition through Proactive Industry Engagement

Speakers: Andy Bove, Converge Networks Corporation (Moderator); Norman Briere, Northrop
Grumman Corporation; Jim Brown, CSRA Inc.; John Roman, Huntington Ingalls Industries, Inc.

1



The panel discussed the importance of effective pricing models and mitigation of risks, while also sharing
key aspects of information that drive decision making. For every procurement, there should be an
assessment of contract type which best supports the mission and requirements to ensure the federal
government is allowing the benefit of industries innovation and not locking themselves into a contract
type that stifles innovation. The panelists also expanded on how the federal government articulates it’s
wants within a contract in depth, and the importance of not overloading with information. Because it is
not necessary and can be dangerous. There is a happy medium with being detailed and having a clear
statement of objectives.

The panelists all agreed the RFI process is effective as it allows the procurement process to begin sooner.
If the RFI is timely and comprehensive, industry partners may invite IRS in for a one on one with the
company. At that meeting, the IRS could potentially restate exactly what is needed in the contract which
will lead to better pricing as well as a better understanding of what we need.

A large short coming of the current IRS’ current evaluation criteria process, is that the team whom sets
the requirements are not the end users. The IRS should take the time to ensure that they are getting
everything done correctly, as industry needs to ensure they have the right people working to produce the
best quality product. Industry uses a lot of money to create a matrix and they use it as a writing guide to
create their bid price. The IRS is large and complex; therefore, industry will cross reference wording, etc.
to that of contracts from the IRS to help get a clearer understanding. Consistency is extremely important
across Contracting Officers. There is a lot of interpretation that goes on when looking at evaluation
criteria

Panel 2: Industry Pricing Models and Factors That Drive Bid Price

Speakers: Jim Williams, Schambach and Williams Consulting (Moderator); Kenneth Folger,
Leidos Corporation; Bob Nunnally, Oasys International Corporation; Jacob Sapp, ASRC Federal

Large Business

Small Business

Indirect components, such as
overhead, are really about the cost of
doing business with the federal
government which includes
management, benefits, overhead
structure, all can affect the price and
flexibility, including G&A, and fee.
When it comes to affecting the price,
the fee almost comes last

Risk is immediately determined. The
biggest influence is the customer; a
Capture Manager job is to look at the
risk and win, which drives price up.

Other similar industry partners might
be cheaper but it depends on what our
needs are.

If the price is low, think about what
kind of team you are going to get
when you look at the labor categories.
The more they know, the less risk for
them which can lower the price.

B&P — is a budget (bid and proposal)
dollars that are set aside to try to
produce government work.




The panel suggests that the IRS, while performing acquisition planning to think strategically about whom
they are engaging and communicating with. The panel also emphasized that RFIs are fantastic if included
and state that there will be dialogue. From a pricing perspective, industry tries to bring on experts to get

an understanding of what we want on price as well as technically.

Panel 3: Mock Bid/No-Bid Review

Speakers: Bob Lohfeld, SeviTech, Inc. (Moderator); Jay Macmillan, IBM Corporation; Scott Harley,
Northrop Grumman Corporation; Terry Fitzpatrick, Deep Water Point, LLC

During this interactive aspect of the event, attendees viewed a three-act play that was designed to explain
the acquisition process. The first phase is the Development phase, which starts about eighteen to two
years out, and during this time frame the government is looking for what they want to buy. There should
be engagement from all stakeholders, which would in turn incentivize the industry to develop it. The
following stage is the Shaping Phase, and during that time the government is working on market research.
The industry is attempting to align solution, partnering opportunities, and pricing. And the last phase is
Execution, and at that point everyone must work together to facilitate the transaction.

Panel 4: What | Wish | Knew When | Was a Federal Employee

Speakers: Harrison Smith, Deputy Chief Procurement Officer, IRS (Moderator); David Grant, Potomac
Ridge Consulting, LLC; Pamela LaRue, Former Chief Financial Officer, IRS; Nick Nayak, Green Light

Acquisition

David Grant

Pamela LaRue

Nick Nayak

I will offer a few observations. |
did have the privilege of
working with Nick and Pam. |
spent 21 years at IRS. | was the
88" person hired. I saw it grow
to over 500 at one point when
we brought on the TCM folks. |
watched IRS Procurement grow
over time. It is a great
organization with an important
mission that is often
misunderstood. My hat is off to
you as well. A couple of things |
have learned — Number One.
There is a lot of bureaucracy in
companies as well. My second
point about communication.
Communication is so important.
They have some many ways to
figure out what you guys and the

Between 2010 and 2011, we had
some great scrutiny within the
IRS related to conferences and
examinations. We were very
close to it. I spent a lot of time —
I met with people on the Hill. In
the budget world, you spend a
lot of time up there. The number
one thing that you can do is
build those relationships. | spent
a lot of time working with
people. DCOS was very good
with those relationships. That
goes for the people that work for
and with you. As | advise you,
although | have been gone for
four years, | know that there is
no shortage of challenges now.
Ask yourself, “Who can [ work
with?”” That would go a long

I need to share some general
love before we get started. |
recognized that all my former
bosses were here. | have great
respect for what the IRS does.
Procurement is close to my
heart. | did not have the
privilege of working directly
with Pam LaRue. The CFO
and Procurement offices do a
lot of work together. | started
when | was 26. | did the cost
proposals. There was no
FedBizOps. It really is all
about relationships. Everyone is
coming at you for something.
Every day | went to the office, |
decided to try to win the
interaction. At the end of the




program folks are thinking as
well. I have sat in meetings
where we’ve spent hours talking
about one line. This drives a lot
about their thinking. There is no
such thing as a blackout period.
There is always time to talk with
the private sector. Benefit is
better informed, knowledgeable
contractors that are prepared to
respond to requests. The people
who will help you resolve
problems will be those around
you. When a conflict occurs,
they will be the first in line to
help you. The more you
communicate with them, the
better off you will be.

way. In my career, | had the
opportunity to work at Treasury
and GAO. It was wonderful to
work with those organizations.
It was great to be able to
leverage those relationships. We
were successful in getting the
GAO to back offin the 11 and
’12 timeframe because of those
relationships. Able to address
their concerns. It is very hard
when you are in a process-
driven situation, to think about
the mission, organization, and
relationships. Use relationships
to leverage and get the best story
and credibility for your
organization. It doesn’t always
end well, but it ends as well as it
can.

day, the similarities are that
everyone wants to have good
people. If I were in
government, what | would do
is get more quality of life
actions — promotions, special
act awards.

Risk is a simple thing. Everyone
talks about it ad nauseam.
Government is inherently risk. It
takes on problems that are not in
the private sector. You are going
to get scrutinized. It is a lot of
bureaucracy.

Closing Remarks

Speakers: Harrison Smith, Deputy Chief Procurement Officer, IRS

Deputy Chief Procurement Officer Harrison Smith encouraged everyone to look at everything
from different perspectives before deciding. He explained that this approach helps one to
appreciate where others are coming from and will aid in the development of relationships which
are essential for b